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See the Prosperity 


Production Has Increased From 30 Cars 
a Day in January tc 115 a Day, Now 


of Essex Dealers 


Profits and prestige go with the Essex 
franchise in every community. That is the 
real test of value in any dealer franchise. 


In 10 months Essex production has grown 
from 3 cars per day to 115 per day. 


That growth indicates the sort of business 
Essex dealers enjoy. A popular car makes 
prosperous dealers. Note the type of men 
who handle the Essex in any community. 
Clearly they are making good in a big, and 
lasting way. 


All are booked ahead with orders. From 
the first, Essex sales have been limited only 
by the number we could produce. Could we 
have built so many, it is probable that Essex 
sales would have been more than twice as 
preat. 


But Essex popularity is reflect- 
ed not only in the number of sales, 
but in the way every one is prais- 
ing its performance and fine car 
qualities. 





Hear how owners praise the 
way is combines the wanted quali- 


M OTO RS tected. 


DETROIT 
USA 





ties of the large, high-priced cars, with the 
advantages of economy and nimbleness, ex- 
clusive to light-weight automobiles. 


Today, no sales effort to speak of is re- 
quired to sell the Essex. We could sell all 
the Essex cars we can produce for months 
by simply drawing from the unsolicited host 
of admirers it already has earned, and which 
is growing daily. 


But we are building a greater future for 
the Essex. And where we can secure the 
right sort of men, we are extending our deal- 
er organization. 


Wouldn’t you like to be associated with 
such an organization? You know the mak- 
ers of the Essex. You know their experi- 
ence in manufacturing, and merchandising 
automobiles. 


We are careful in the selection 
of dealers. But an Essex fran- 
chise is all the more desirable be- 
cause its dealer standards are pro- 





Investigate now. Possibly you 
are the man we want. 
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UTILITY Protected Heaters 
for ALL CARS 
UTILITY } for Fords 


am i + » INTER SALES depend for their volume on 
{ 1 \ ’ Winter Service. 


\ \. J Winter Service depends for its success on 
VV products that sell to satisfy a winter need. 

UTILITY Protected Heaters—for Fords and 

all other cars—satisfy the winter requirement for heat—a 

need which all motorists recognize and consider essential for 

comfort and health. 

In competition, UTILITY prices are unquestionably the best, 

UTILITY sales unquestionably the easiest, UTILITY service is 

unquestionably the most satisfactory. 

UTILITY Protected Heaters meet an ever-growing demand and 

fill it—with liberal profits for dealers, worth while. 

Jobbers everywhere—finding that they pay—stock and catalog 

UTILITY Protected Heaters. Order yours from your jobber 

today. 


# 
| 
4 


Jobbers get in touch with us. 
HILL PUMP VALVE COMPANY 


Mfrs. of UTILITY Protected Heaters, UTILITY Pedals for Fords, UTILITY 
Pumps, UTILITY Universal Rim Wrenches and UTILITY Universal Wrenches 








Archer Avenue and Canal Street CHICAGO 


Sales Department: 


THE ZINKE CO., 1323 S. Michigan Ave., Chicago 
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The Waltham Automobile Clock 


More Than a Quarter-Million Now In Use as Standard Equipment 


Unsurpassed accuracy of time keeping, together with a simple and sturdy 
beauty of design and finish have won for the Waltham Automobile Clock the 
privilege of serving as standard equipment on the famous cars listed below. 

This clock has a jeweled eight-day movement, with two mainsprings, and is 


so skillfully adjusted that neither rough roads nor changes of temperature will 
affect its precision. 


Another well liked Waltham feature 1 1S the winding indicator which shows, by 


means of a red signal on the dial, that the clock needs winding every seventh 
day. 





List of Cars Carrying Waltham Clocks as 
Standard Equipment 






Owen-Magnetic 
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Brewster Packa 
Cadillac Super-Six Pierce- Arrow 
Cole (enclosed cars) Rauch & Lang 
Cunningham Studebaker 
Hetroit- Ekectric Willys-Overland 
Dotris Winton 
Seat hd 
/ 
Vem, 
e 
. WALTHAM W ATCH COMPANY 


WALTHAM, MASS. 








Dorris Model 6 go” ‘Ghee Passenger ‘Tourtng Car 


WALTHAM 


THE WORLD’S WATCH OVER TIME 
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Look Back at This Time Last Year 


and Compare Your Prospects Now 


Don’t attempt to judge this winter’s business on the basis of busi- 

ness conditions during previous winters. 

Curtailed production due to war conditions had its effect on every 

dealer's winter business. 

This year’s winter business is going to be big, Automobile produc- 

tion is being forced beyond capacity—and dealers with business 

vision are going to reap a harvest in volume sales—extraordinary 
profits. 
Probably no one other accessory on the market affords an all year : 
‘round selling opportunity equivalent to shock absorbers for Fords— 
especially W & C Shock Absorbers. Now is the time to instruct 

your jobber to replenish your stock of W & C's in order that you 

may keep your accessory business at a high peak all winter. . 

And keep in mind that the W & C Bronze Bushing feature com- 

pletely stifles competition, and reduces selling friction to a mmimum. 











P. H. WEBBER COMPANY Hoopeston, Illinois 
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shaft whenever the engine backfires. This now 
overcomes one of the main objections to Ford 
driving by women. 
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Look for this Nameplate 
on the Car You Buy 


—it is proof that the car builder has paid more than the 
competitive price to ensure utmost radiator service 
and satisfaction for you; 


—it is a guarantee of the many advantages peculiar to the 
genuine honeycomb type—the radiator composed 
of individual cell-like tubes, not sheets joined 


The core is composed together to look like tubes; 
wholly of individual Cel- 


lular Tubes placed in a — : : Sane vied 
eo inter yet + thal it means full 100% in cooling efficiency all the time—pro- 
joined at their expanded tection against clogging, leakage, or damage through 


7a. freezing; and the easiest of all radiators to repair. 





—and this is the same radiator standardized by the U. S 
Government for aeroplane service—the severest test 
of radiator merit. 


FEDDERS MFG. CO. Inc. — Buffalo, N. Y 
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possible only by Fedders 
Individual Tube construc- 
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HUINE HONEYCOME RADIATORS 


Aeroplane Type 
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Hendering Service to Help You Render Service 






























CNUONUUUUAIAVAOUINTALULTUA UAT 


Looking Forward 


Many who receive this special 
number of MOTOR AGE will 
have a little more satisfaction 
than that gained from reading 
its contents. They will have the 
satisfaction of knowing that they 
have taken a direct or indirect 
part in producing it. 


While all credit is due those edi- 
torial men who have spent 
laborious days and nights in ac- 
cumulating material to help you 
and others get a bigger share of 
winter business, we extend our 
hearty thanks to our many 
friends in the field for their 
prompt response and co-opera- 
tion in assisting us in producing 
some of the valuable and im- 
portant data that will be found 
in these pages. 


But this is only another step in 
the progress MOTOR AGE is 
making and this number is only 
one in the making. Our investi- 
gations in the field and our close 
contact with dealers whom we 
serve have enabled us to form- 
ulate a still greater editorial 
policy that, from a service and 
maintenance standpoint, will 
continually receive even greater 
prominence. 


Looking over the past year gives 
us a great deal of satisfaction in 
knowing that we have really ac- 


complished something through 


the inauguration of special fea- 


tures that won immediate favor. 
Perhaps the most surprising fea- 
ture of all was the quick re- 
sponse of dealers to the service 
we offered them through our 
“Garage Planning” department. 
Although this is but a recent ad- 
dition to the editorial features, . 
we have scores of letters and 
plenty of evidence to show that 
new buildings have already 
been constructed in accordance 


with plans outlined by MOTOR 
AGE. 


Similar letters have told us of 
the valuable information con- 
tained in the “weekly mainte- 
nance data sheets” as well as the 
helpful material found in that 
most popular of all depart- 
ments—“The Readers’ Clearing 
House.” 


The Ideal Service Station is still 
our uppermost thought. The 
machinery room layout or ma- 
chine department as described 
in the October second issue is 
but one step in thoroughly or- 
ganizing this establishment. The 
master service sheet is still in 
the making and before long we 
hope to present you with this. 
It surely will be a time, labor 
and money saver. 
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INDUSTRYS MOST OUTSTANDING 
ECONOPIY 
AHLBERG REGHROUND BEARINGS 


ZWHLBERG REGROUND BEARINGS ARE SAVING 

MONEY IN ALL’ THE NATIONS INDUSTRIES AS WELL 

AS IN AUTOMOTIVE WORK. NO OTHER SERVICE 

IS SO COMPLETE AS AHLBERG SERVICE. ALL 

THIS SERVICE AND SAVING IS YOURS TO TAHE 

= ADVANTAGE OF. WRITE US OR OUR NEAREST BRANCH 
xX : | 


AHLBERG BEARING COPPANY 


SI7~327 EAST 29™ ST. CHICAGO ILLINOIS 
ATLANTA BOSTON BROOKLYN CLEVELAND CINCINNATI DETROIT KANSAS CITY MEMPHIS 
LOS ANGELES MINNEAPOLIS NEW YORK NEW ORLEANS PHILADELPHIA PORTLAND OMAHA 
PITTSBURGH PROVIDENCE STLOUIS SAN FRANCISCO 
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UCH of the summer months’ profits formerly were used by automobile deal- 
ers to tide them over what was generally accepted as a period of winter 





| 


business stagnation. Today, however, the selling and maintenance of 
automotive equipment is a profit yielding business twelve months a year. 
To the end of keeping each department of the dealer’s establishment busy 
over the periods when business slumps, this issue of MOTOR AGE has been prepared. 





Better design and construction of cars and trucks, time-saving shop and service station 
equipment, together with a more general use of vehicles summer and winter, with other 
phases of the industry like tractors, and isolated lighting plants, have made it possible 
for dealers to apportion their business evenly over the whole year. Thus the curve of 
service will not violently peak at any month in the year if the customary spring overload 
is carried along the period between December and May. 


Much of the overhauling work done on cars or other apparatus in spring, with proper 
methods can be done through the winter months when there is a natural falling-off some- 
what in the use of automotive equipment, especially where cold weather prevails. The 
dealer on the job today is the one who has analyzed his surroundings, and by personal | 
interviews, letters, advertising, or other methods, gets his customers, and prospective 

customers, either to keep on driving, or have their cars worked on in winter. Winter | 
| | is the logical time for tractor overhauling, and trucks must be periodically inspected. 
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What You Will Find in This Issue 


ANY dealers and service sta- 

tions, particularly in the larger 
cities, have not found any great dif- 
ference in the amount of service 
business in the winter months as 
compared with that in the summer 
months. This may mean one of two 
things, it may mean that at no time 
is that dealer or service man taking 
full advantage of his opportunities 
or it may mean that he is one of 
those fortunate ones having a clien- 
tele and being in a territory where 


he can keep his shop full the year 
around. The proportion of such in- 


stitutions is comparatively small. 


For the great majority therefore, 
this issue of MOTOR AGE is of- 
fered and in it is given suggestions 
designed to assist in holding up the 
service business throughout the pe- 
riod of Thanksgiving until Easter. 


MOTOR AGE is not presumptu- 
ous enough to attempt to tell you 
what you should do, or what you 


and Where 





TO MAKE THE SERVICE DE- 
PARTMENT PROFITABLE 
IT MUST: 


First—Be on a cash basis. 
Second—Know its costs. 
Third—Operate efficiently. 
Fourth—Give satisfaction. 
Fifth—Be scheduled so that it is 
operating at a somewhere near 
constant volume of work at all 
times. 


Sixth—Be able to give a close ap- 
proximation to what the work 
will cost him. 


Seventh—Sell accessories and 
equipment on which a profit can 
be realized from the sale of the 
equipment and also from its in- 

stallation. 

Eighth—Provide time work for 








shop when it is not busy. 





must do. It does, however, believe 
that in the pages it is offering many 
suggestions which can be adapted 
with profit to your business. Many 
of these perhaps are already incor- 
porated, many of them perhaps do 
not apply to your particular condi- 


tions, but in all events there are sug- 
gestions which we believe are worth 
studying and most of which can be 
adapted to your individual need with 
profit to yourself and to your clien- 
tele. 

Every suggestion here is one 
which has been tried out and found 
successful in some form or other by 
other men in your business, none of 
them are the dreams of a glass-top 
desk. Most of the suggestions in 
the form of circulars, advertising 
matter and sales talks are those 
which have been actually used suc- 
cessfully by dealers and service men. 
Such of those as are suggested here 
by MOTOR AGE itself are based 


upon numbers of successful efforts. 
Space of course does not permit 


giving a large number of any one 

type of suggestion, nor does it per- 

mit the exact and complete step by 

step method for doing the various 

jobs indicated on later pages. 
(Continued on page 39) 
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Now the long hard winter cometh, and my joy that stood 
at par 


Turns to grief, for winter always plays the dickens with 
my car. 

Oh, my Dealer, listen to me, get your first-aid fixings 
stocked, 

It’s a cinch Ill need some service while the realm in ice 


is locked. 


I'll discover some cold morning that a chill has gripped 
my cart, 


That the gas looks fine to skate on, and the engine will 
not start. 


Oh, my Dealer, be you ready! Have some remedy on tap 


That will cure my car and keep it safe thereafter from 
mishap. 


Guard my storage battery closely, tip me off to what it 
needs, 


That my good electric system may escape woes winter 
breeds. 


Youre the man I buy my oil from. Ah! have oil that 
serves the end; 


I don’t know what kind, but you do; on your judgment I 
, depend. 


Everything that conquers winter, everything that buy I 
should, 


Have on. hand, old pal, and—hear me—have it able, have 
it good! 

On your stock as on your service, I rely for worth, and 
troth! 


The chances are this winter I'll make big calls on them 
both. 


Though this boat of mine’s a good one, though. I’ve 
named her “Old Non-Stop,” 

Winter’s cold and winter often sends the best cars 
the shop. | 

And if your good winter service pulls the old boat 
grandly through, 

Why, my trade is yours forever—and you'll get my 
friends’ trade, too! 


to 


MOTOR. AGE 











10 MOTOR AGE November 6, 1919 


SOME WAYs To Se LL 


Convince Your Cus omer 
That Winter Work is. to 
His Advantage 


a 


N PLACES where winter means zero temperatures, the automo- eS 
tive dealer, whether he sells Passenger cars, trucks, tractors or 
farm light plants, must line up and shape his service work in 
vastly different manner than his fellow dealer living where the 
climate is mild. In northern climates winter too often means an 





worked out a campaign or method to Carry on his service prac- 
tically up to the accustomed spring rush. 


The service curye usually peaks in April, in northern Sections, 
and it is this Overhead that should be avoided so far as possible. 
It can be done by getting car Owners to leave their cars to be over- 
hauled, if they are not going to drive al] winter, or by rendering 
some specialized forms of service for those Owners who are going 
to face the rigors of winter driving and not put their cars in 
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1l new cars to.” 
just like I go after prospects to - %, ALDRIDGE, Dixon, Ky, 











"We have tried out with perfect Success a letter sending 
Scheme, ave been in business a G00d many years ana find noth- 
ing gets the real interest Of an ower 8&8 much as thinking you 


take &@ personal interest in his particular Job It also pi 
xcept where . © gives 

"This company has never done reno cL aaih te ahee the owner a sort of time check as to when this same Operation 
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— sanhank tue tants ae in customers old cars on the basis kland, Oregon, 
ing w , 


ice and charge 10% 
for them at a mutual pr 
pit meres any repairs necessary, which repairs the 


customer sanctions,” THE OHIO OLDSMOBILE CO,, Cleveland. 
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Here are some excerpts from dealers’ letters 
which contain some valuable information for 
re the large and small dealer alike 
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Your WINTER SERVICE 


A Busy Shop in Winter 
Will Help You to Handle 


the Spring Rush 
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i keep a 
— There are a dozen ways to carry on winter service and 
| YT | mI Wii jill shop full of work. Personal talks with owners; newspaper —— 
HF | ae tising ; circular letters ; advertising in moving picture theaters ; goo 
il iw window displays, and a host of other things might be mentioned 
i | which will go a long way toward tiding the dealer over what used 
Hutt! } to be a period of business stagnation. 








Too much automotive equipment is now in operation all over the 
country for the dealers to slack off on their service organizations 
in Winter and refer to it as the “dull season.” Cars, trucks and 
tractors which have been running all season must be given at- 
tention, whether they are to be laid up or kept running. No owner, 
if he knows anything about his car or truck, will store the vehicle 
without doing the things which should be done. Nor will he enter 
into the winter season without giving the car or truck the neces- 
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ngs 
3. By telline “ae "For your assistance in handling possible trouble in cold 
Peacity of any sh it could have - weather, permit us to 
Repairs S*" na as the coring rush, when hauled in earhy : | 
The present fuel available is of 1 
sne day ; very iow specific gravity 
ek BAILEY AUTO UU.» 
é \ ee through the cylinders of the motor and dilute the lubricating 
2 in the crankcase with the result that bearings will be burned 
HY 5d cylinders scored. 
gasoline will enter the cylinders and will 
ignite. This is what causes damage and is liable to ruin a 
motor. 
Siiantan i king down through 
= t a driver often will run the motor for ider~ 
r overhauling because © pistons is tha & consider 
re offer no ee esc thgerelag o inane mer’ thie able length of time with the choker on the 
we do not think it will pay ‘ y be avoided, 
for the success If the owner will, during the cold weather, drain off 
well as service and this is one of the main reasons oil in the crankoase med © tenes Sentenne 
of this company. ed with gasoline. To avoid trouble during 
ical in the cold weather this oil in the crankease sho 
rs in to the shop would be pract 
for bringing the beg wend our mechanics to the farm and it is & week, not drained off and if the 
this territory, in fact we motor ig run under these conditions, the efficiency of the motor 
the big point is that the farmer can watch the work and in = will surely be impaired and if contin 
and @ big po the work hinisel 
way get pointers so that the next time he can do the During the cold weather considerable trouble is possible with 
. tll. | the rear axle not getting proper lubrication, 
tractor owner.* CLOUEE-TEDM CO., Gainey, orking parts of the 
e. To avoid this trouble we Suggest that from a pint to a 
quart of cylinder oil be injected into the rea 
B.P.L.MOTOR CO. »Philadelphia. 
Sending out circular letters seems to be one 
of the chief forms of getting winter business. 


men are © ted, some- 
‘ye them —_ op 1s eer 
gi lv call your attention to the harmful effect 
che Of ‘ng over N.C. \i using low grade fue 
ppd unless precautions are taken liquid gasoline is liable to work 
When a motor is very cold a certain 
wines centage of poor grade 
The principle cause of excessive gasoline wor 
: carburetor lifted to 
in our sales ag Sive & rich mixture. This should absolutel 
busy season. We have always featured one price all the 
will be suprised to find 
a service tnuck age of the oil adulterat 
We do Tractor overhauling, but do not think uld be changed once 
If, however, the old oil is 
done in this manner 
cheaper for the farmer to have his overhauling ued for a period of Cine: 
permanent damage will be the result. 
better satisfied 
and it makes him independent of repair shop and a due to the grease 
being too heavy to circulate through all the w 
r axle and allowed 
© mix with the heavier grease, * 
Newspaper advertising also is effective 
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sary preparation. In either case it is 
for the dealer to cash in on the work. 
The dealer can point out the fact that 
better overhauling work is possible in 
winter, when there is not the great. pres- 
sure of the business from tourists, etc. 
In northern climates the peak of the 
driving curve falls in direct proportion 
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to that of the temperature. Naturally 
there is less driving than in the summer 
months and in such times the business 


. man can better afford to lose the use of 


his car for whatever length of time is 
necessary to overhaul it. Or equipment 
like a heater, winter top, primer, hood 
cover, seat covers and similar things can 
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be installed by the dealer. But the thing 
to remember is to go after the owner. 
The dealer who sits back and waits for 
winter business to come in is going to 
lose out. The business won’t come in; 
you have to go after it. It is easy to con- 
vince car owners to keep on driving if 
you yourself are sold on your business. 


What Some Chicago Dealers Do to Tide Over Winter 


GIVES TWO FREE INSPECTIONS 


Two free inspections to buyers of new 
cars within the first few weeks of their 
purchase have been found by B. G. Sykes 
of Byrd-Sykes company, Chicago Paige 
distributors, to familiarize their custom- 
ers with the service department and es- 
tablish a good basis of contact for further 
paid service work. Thereafter the com- 
pany keeps in touch with its owners by 
frequent letters, and in the fall special 
stress is laid upon the advisability of 
winter overhauling when such work can 
receive the best attention. 

This company also has a purchasing 
department which is on the lookout for 
bargains in job lots of accessories and 
fitments which may be used on their cars. 
In this way friendly relations with cus- 
tomers are often established by “sales” 
of such lots at prices much below those 
at which they could be bought elsewhere. 

Although emphasis may be laid upon 
securing work for the off season, this 
firm believes that getting it is not a sea- 
sonal but a year-round job. In order to 
do it successfully, the dealer must keep 
on good terms with his customers by 
rendering the best and cheapest possible 
service. 


PLANS CIRCULARIZING CAMPAIGN 


Dale Rue, Ford dealer, obtained his 
first service work by circularizing all 
Ford owners in Chicago when he started 
in business, telling them of his equip- 
ment for handling their service work. 
This was later supplemented by posting 
boys to hand circulars to Ford drivers. 

Rue is greatly enlarging his service 
facilities this year and expects to run his 
shop to full capacity merely by accept- 
ing work he is now obliged to refuse for 
lack of facilities. If this fails to be the 
case, however, he plans to start another 
circularizing campaign similar to the one 
which formerly proved successful. 


TELEPHONE HELPS HERE 


W. J. Boone, Moline-Knight distributor, 
keeps in touch with all owners of cars by 
circulars and by telephoning them, ask- 
ing them to bring in their cars at times 
the shop is not running to capacity. 


“CLUBBING” OFFER BRINGS WORK 


“Club” offers where a special price is 
set on a complete overhaul in groups of 
twelve cars of the same model have made 
the service station of the Chicago Over- 
land branch pay a profit where no other 
branches in the United States do better 
than break even on the year. 


Each year when shop work begins to 
drop off on account of bad weather, the 
service manager circularizes all Over- 
land owners in Chicago, grouping them 
as to the various models they own. These 
circulars offer a special price for a com- 
plete overhaul to clubs of 12 owners of 
the same group. If the customer is not 
acquainted with 11 other owners in his 
group who wish to accept the offer, the 
branch lists his name and as soon as 11 
other names are similarly listed, a “club” 
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PROFITABLE IGNORANCE 

Apropos of the “slack season” for 
dealers, an old story comes to mind. 

Several years ago, when most 
dealers “shut up shop” during the 
winter months, a convention was 
held at the Chalmers factory. Among 
the dealers who attended was a man 
named Fields, who held an agency in 
Fargo, S. D. Mr. Fields had only 
started business early in the winter 
and surprised Mr. Chalmers when he 
told of having secured eighteen 
orders for spring delivery. In the 
course of his remarks to the dealers, 
Mr. Chalmers called upon him to tell 
how he had sold all these cars despite 
the fact that Fargo was head deep in 
snow at the time. 

“Well, I don’t know as I can ex- 
plain,” responded Fields. “I guess 
they forgot to tell me at the factory 
that I wasn’t supposed to sell cars 
in winter and I just went ahead like 
a damn fool and sold them.” 


"POPPE LLELLELLELELELE ELE LLL hhh 


is automatically formed and given the 
benefit of the special price. 

In each group a specified list of opera- 
tions which takes in the entire overhaul- 
ing of the car is listed so the owner may 
know just exactly what he is getting for 
his money. The club price is consider- 
ably lower than what could be estimated 
on any individual car, for the company 
has found by experience that a group of 
12 cars will average up to show a profit 
on each car at a much lower expense 
than for an individual job. As the offer 
is limited to work done prior to March 1, 
it has the effect of brniging in many cars 
which otherwise would be held out until 
a busier season. 

Work can be done much more cheaply 
on groups of 12 or more cars than upon 
individual cars, as it can be handled as 
one job and eliminates much waste of 
time by high salaried mechanics. In this 
way the company is not only giving its 


customers better service at a much more 
reasonable price than they could obtain 
in any other way, but it enables itself to 
pay a profit. 

It has been found also that when cars 
are in the shop for overhauling the power 
plant, and the owner deprived of its use 
for a few days or a week, he is much 
more amenable to suggestions for other 
work, such as repainting, fender work, 
etc. Inspections are made of all cars 
undergoing mechanical repairs, there- 
fore, and estimates of the cost of certain 
further service shop jobs are made to 
the owners. This has brought up the 
volume of work to a considerable extent. 

The branch also has found the plan 
of a guarantee estimate to be good busi- 
ness. As soon as a car has been brought 
into the shop for work to be done, an 
estimate of the work and the cost is made 
and submitted to the owner. The signa- 
tures of the owner of the car on which 
this work is to be done and of the com- 
pany representative constitute a guaran- 
tee contract. Care in inspection and esti- 
mates average this phase so that it shows 
a narrow margin of profit. 


EMPLOYS “SERVICE SALESMAN” 
Henry J. Paulman, Pierce-Arrow dis- 
tributor in Chicago, believes that service 
can be made a paying department aside 
from its advertising feature in satisfying 
customers. He contemplates this year 
the employment of a salesman who will 
do nothing but sell service; that is, visit 
owners of cars and impress upon them 
the advisability of their having service 
and repair work done at a time when it 
will least inconvenience them to lay up 
their cars and at the same time give his 
shop work at a time when it needs it. 
Paulman also takes cars for overhaul- 
ing early in the season and holds them 
without storage charges until the owner 
is ready to take them, saving owner ex- 
pense and bother in storing cars during 
the winter months. This also enables 
him to have work on hand to keep his 
men busy at times when otherwise they 
would have spare time on their hands. 
A form of “service contract” also has 
been originated. This merely is a thor- 
ough estimate of cost of repairs which 
are deemed necessary by his service in- 
spectors, and carries no guarantee that 
the work will be done for the estimate 
submitted. In application, however, 
Paulman says, estimates usually are 
higher than the completed work bills for, 
and this has the effect of pleasing cus- 
tomers. 
In his truck department Paulman 
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MOTOR SERVICE FLOAT MAKES HIT IN PHILADELPHIA INDU STRIAL PARADE 


This 1s how the Stability Motors Co., Philadelphia, typified motor service in a handsome float in a recent 


“Made-in-Philadelphia” 


industrial parade. 


Much trouble was gone to with the float, which represents actual 


work in progress in the service department, even to displaying an engine on an engine stand, parts used most 
in service and department men at work. On the sides of the truck are conspicuously placed placards carry- 
ing the Stability service slogan, “Every Hour in the Twenty-four,” and the legend, “Modern Transportation 
Requires All-Night Service.” Note the six-foot Templar with the Crusaders’ cross on the slip over his scale- 


armor. 
smaller towns. 


The same idea as carried out above might be done on a less elaborate scale by the dealer in the 
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maintains a force of inspectors whose 
duty it is to make inspections of all 
Pierce trucks in use in the territory. 
From the reports of these inspections, 
Paulman submits reports to the truck 
owners, advising what repairs or over- 
hauling work is advisable to keep the 
trucks in first-class running order and 
the best time to have the work done. 


ACCESSORY SALES AID GEYLER 


Louis Geyler, Dort distributor in Chi- 
cago, says that service and shop work, 
even in a large dealer’s shop, can be made 
to make up some losses which otherwise 
would be much heavier. Most car own- 
ers wait until the last minute before 
bringing in cars for winter overhauling 
and refinishing, but he is having some 
success by repeatedly circularizing his 
owners, telling them that more satisfac- 
tory service can be rendered when his 
shop is not so crowded. He also ob- 
tains some work during slack months 
by having a man out soliciting work of 
this kind from other dealers who are not 
equipped to handle it. 

Geyler also goes in extensively for 
accessory sales, manufacturing and sell- 
ing seat covers for the Hudson and Essex 
Cars, which he formerly handled. Al- 
though he has lost the Hudson agency 
he hopes to retain much of this service 
work by circularization and better and 
cheaper service, and hopes to retain 
much of the business coming from other 


Hudson and Essex dealers with whom he 
formerly had dealings, as well as from 
his present Dort dealers. 


KEEP IN PERSONAL TOUCH WITH 
PATRONS 
Personal contact with customers 


throughout the year enables the Schillo 


- Motor Sales Co., Chicago Mercer dis- 


tributors, to keep its shop in full opera- 
tion throughout the year. The Mercer, 
which has relatively few cars in use, 
offers a peculiar field for this work. The 
company keeps in constant touch with 
its customers throughout the year, and 
when it learns that one of them contem- 
plates leaving the city for any extended 


- time or plans to lay his car up for bad 


weather, suggests that he take it into 
the shop for the regular winter over- 
hauling. 

In addition to this, Ed Schillo, presi- 
dent of the company, has a patented 
winter top device for open cars, and the 
normal cold weather demand for this 
article keeps the company’s trim and 
upholstery departments at full swing 
from Oct. 1 until the latter part of the 
winter. Solicitations for orders for this 
accessory are not at present necessary, 
but originally were made through other 
dealers, who were asked to tell their 
patrons that the Schillo company was 
manufacturing such a top. 


SPECIAL PRICES BRING WORK 
Special prices are offered on paint-shop 


work done between Dec. 1 and Feb. 1 by 
the Detroit Electric Co. branch in Chi- 
cago, H. W. Corris, service manager. 
This has the effect of bringing in many 
cars which otherwise would be laid up 
during these two months, and once the 
cars are in the shop a thorough inspec- 
tion of the car is made and the owner 
advised what repairs and replacements 
are advisable. 


A regular service salesman is em- 
ployed who not only looks for immediate 
work but keeps in touch with owners 
who may not require work for several 
weeks or months.~ In many such cases it 
has been found possible to induce the 
owner to put his car in the shop for re- 
pairs at a time when a “slack season” 
assured him of particularly careful work 
where his original date might have 
brought him into the midst of a rush 
when individual work was liable to be 
slighted. , 


ECONOMY SHOULD BE IMPRESSED 


“Impress the economy both in time 
and money of getting work done in the 
winter,” is the advice of A. J. Banta, 
Chicago branch manager for the Max- 
well company, in regard to winter serv- 
ice and shop work. Mr. Banta declares 
that his experience in rural communities 
has taught him that carelessness in re- 
gard to winter storage of tools is ex- 
tremely expensive to farmers. | 


(Continued on page 41) 
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SOME WAYS TO SELL WINTER SERVICE 
BY MAIL 





ELLING winter service by sending out 

a series of educational letters to their 
customers is the plan of Strong Motors, 
Inc., agents for the Chandler car in 
Rochester, N. Y. These letters are mailed 
as filled-in form letters and humanly dis- 
cuss with Mr. Smith or Mrs. Jones the 
wisdom of taking care of the valuable 
piece of machinery which they have pur- 
chased. 


No actual request is made that the car 
be brought to the shop for winter over- 
hauling, but each letter takes up some 
point in the necessary care of a good car. 
Before long it would seem inevitable that 
when the cold weather arrives the user 
should begin to think it a wise move to 
have his car looked after. These letter- 
suggestions are mailed throughout the 
year at intervals of several weeks—just 
far enough apart to act as reminders. 
They are very human, which is probably 
the keynote of success in a letter which 
aims to sell anything, especially service. 
Great pains should be taken in all cir- 
culars and form letters to cultivate the 
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personal touch, as this is most important 
in making regular customers. 


“TROUBLE MAN” CAN BE USED 


Having a trouble man keep in constant 
touch with the owners of their cars is 
another of the plans which the Strong 
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Motors has found beneficial in bringing 
year-around service to its shop. Not a 
trouble man as the expression is com- 
monly used, but a live salesman who at 
the same time has a thorough knowledge 
of the car his firm is selling. It is this 
man’s business to keep in constant touch 
with owners, either by letter, personal 
call or telephone. He gives them free 
advice on the condition of the working 
parts of their cars and urges them to 
call for such advice at periodical in- 
tervals. 

It is an easy matter then to arrange 
for work which does not need to be done 
immediately to be brought in after the 
rush season is over following the sum- 
mer months. A card file and a good 
business head on the part of the trouble 
man is all that is necessary to keep the 
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Vesta Accumulator Co. 
CHICAGO, ILLINOIS 


LET THIS LETTER BE THE FIRST SIGH OF WINTER. 

wr. Motorists 
“Put your battery to sleep over the winter months, if 
your car ie to be laid up. 

r, your battery is an electro-chemical ocambination, 
and if neglected, the acid in it, instead of working for you, 
works to destroy the battery by sulphation. 

Come in and let us explain what our dry storage method 
means to you in redwing battery expense. 

All chemical action, by this method, is suspended. Sulpha- 
tion, ani even the ordinary aging process is entirely stopped. 

In the spring, when you want your battery, it will be 
reassembled, ready to start a new period of service. 

It pays you well in added service, to have your battery 
taken care of inthis manner, because our charges for the work 
are very reasonable, 

We will be very glad, indeed, to explain, without obliga. 
tian am your part, if you will but call.” 

Yours for service, 
VESTA ACCUMULATOR COMPANY. 
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shop constantly busy during every 
month of the year, with the work that 
can well wait coming in during what 
would otherwise be the “dull season.” 


To let the customer know the dealer 
is giving conscientious service and is 
trying honestly to help the owner get 
the best results from his car a return 
postal card is sent out immediately 
upon the delivery of every car which 
has been in the shop. This is done 
even with service to which the owner 
is entitled for the first six months. 


“HONEST BILLING DOES THE 
TRICK” 


Here’s what the owner of the Far- 
ren Avenue garage, New Haven, Conn., 
has to say: 

“In regard to winter service, I have 
found that efficient service in the past 
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have tried circular letters and form 
letters, but I have discovered that the 
waste paper merchants make a living 
out of circular letters, however much 
time has been taken in their compila- 
tion. The average motorist does not 
care to take his car to any one unless 
he has confidence in the work to be 
done. A motor car needs attention 
and the owner will take his car for an 
overhauling in most cases to the firm 
which has looked over the minor ad- 


justments and repairs during the sum- 
mer, if they have been satisfactory 
during that period. 

“In all my experience I have found 
that a good talk to the o'vner does 
more good than all the circulars ever 
(Continued on page 18) 
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Are You Going to Drive Your Car This 
Winter or Put It in Storage? 
In Either Case We Can Serve You 





/ Our ample stock of winter tops, radiator covers, 
| wind shield wipers, skid chains, non-freeze mix- 


tures, and general accessories permit a wide range 
of selection for any model. 





If you have planned to put your car in perma- 
nent winter storage, we have ample space in a 
properly heated modern garage. 





Drive over today, and our carbureter expert will 
be glad to adjust your carbureter witheut any obli- 
gation to you. This will afford you a chance to 


view our splendid line of winter accessories while 
you are waiting. 


‘LAKESIDE MOTOR CO. 
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Showcase Displays 


to Sell Winter 
Goods 


Here is a showcase dis- 
play used in the Chi- 
cago factory branch of 
the Reo. Note the ra- 
diator and hood cover, 
car mnennee tubes and 
bodp polishes promi- 
oe displayed. The 
entire case contains 
nothing but winter, ac- 
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At the left is shown a spe- 
cial winter accessory display 
used by the Dashiell Motor 
Co., of Chicago, containing 
robes, heaters, with placards 
suggesting to owners what to 
buy. Below is a neat looking 
arrangement of accessories 
in the showcase of the L. 


Markle & Co., Chicago 
Studebaker branch. Robes 
are prominently arranged at 
the left and everything from 
electric wheel warmers to 
anti-freeze solutions are in 
evidence. In all of these il- 
lustrations, note the clean 


appearance of the  show- 
cases 
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The small illustration 
above is another view of 
a display of winter ac- 
cessories that any small 
town dealer is likely to 
carry. To the right is 
shown an_ elaborate 
window trimming put 
on by the Firestone 
Tire Co. of Kansas 
City, Mo. While it is 
not likely a display like 
this one will be carried 
out by the average 
dealer, there are never- 
the less some excellent 
points brought out in 
getting a good effect 
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Windows Also 
Help the Winter 
Trade 


Novel displays like the 
one shown to the left 
are always effective in 
drawing attention. In 
this particular case the 
car is shown placed at 
the maximum angle it 
encountered in climbing 
one of the famous 
mountain trails of this 
country. It was put on 
by a Detroit distributor 


The Talbot Motor Sales Co., Abingdon, Ill., put its service 
4 truck in the window 
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Telephone No. 304 


Repairing, Rebuilding. 
Storage, Rental 


ur. C. C. Delarme 
Chicago, Ills. 


Dear Sir: 


careful "going over", 


engineer gives his engine? 


and money. 





CHICAGO ILLINOIS 


201 West Main Street 


All Kinds or 
Accessories 


November tenth 
191 9. 


You will say that there's quite a difference between the man 
who drives a locomotive and the man who drives a car but you'll 
admit that both have similar work to perform, 


Before every "run* the locomotive engineer gives his engine a 


He sees that everything is in perfect — 
shape for smooth and safe driving. 


This should also hold true of the man who drives a car, but 
how many owners give their oars the careful attention the 


Right now,most cars need a careful "going over", either because 
they're going to be kept in service throughout the winter season 
or because they are going to be stored. 


Certain things mst be done to keep your car and its engine in 
perfect running condition if it's going to be kept in service 

this winter: the carburetor may need. adjusting because of the 
change in climatic conditions; lighter oil may be necessary for 
the engine, a good anti-freeze mixture may save you time, trouble 
Or, if you have decided to “put up" your car for the 
winter, ample space in a properly heated modern garage assures you 
that the best of care will be given your car, 


We now have an ample stock of winter tops, radiator covers, wind- 
shield wipers, skid chains and a line of gexeral accessories that, 


accessories while waiting. 


BC :ES 


from a service and economy standpoint, should warrant a vi-it from 
you and regardless of whether we perform these services for you, 
your visit won't obligate you in any way. 


We'll be glad to adjust your carburetor for you without charge in 
order that you may get a chance to view our splendid line of winter 


Yours very truly, 
Cocper Garage 


Li Crepe 
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Suggested letter for dealers to send out to round up winter business 


printed, unless you specialize in some 
particular line of work. 

“One method that I have tried and found 
successful is to have published in the 
publicity columns of the daily papers an 
interview or conversation between two 
motorists as to why his car was running 
so well, and have the owner state one 
instance where an adjustment was made 
that did not take long which really did 
the business and a small charge made 


after he, the owner, had been told b¥a- 


small country garage that the job would 
take 2 or 3 days. This type of advertis- 
ing has the effect of convincing the pub- 
lic that it is not the actual work which 
costs money and takes time, but having 
men that can correctly diagnose the trou- 
ble and not have to take the engine apart 
and find that they have been working 
along the wrong lines. 

“Newspaper publicity properly handled 
under news items is the best form of ad- 


WHEN YOU WRITE A LETTER 
REMEMBER TO— 


i—Omit unnecessary introductories and 
stereotyped phrases 


2—State your thoughts clearly and ef- 
fectively. Let your letter be both concise 
and forcible; that is, make your state- 
ments count for all you mean them to, 
without any unnecessary words and 
phrases 


3—Paragraph your letter so that each 
thought will staz< out forcibly; do not 
“jumble” them together, thug’spoiling the 
purpose of the letter 


4—Be courteous without qverneing it; 
that is, let the recipient of your letter 
feel your good intent and consideration 
toward him. This does not mean mere 
politeness; it is politeness plus considera- 
tion 


5—Make the ending of your letter mean 
something—that is, do not insert a “stock 
ending,” as this often “queers” the origi- 
nal object of the letter 
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vertising and is read where other items 
are merely glanced at and forgotten. 

“No special arrangements are needed 
for winter service if you have taken care 
of the motorist during the touring season 
and have treated him honestly and he 
knows that he has received full value for 
his money.” 


GIVES ESTIMATE ON JOB 


Making out an inspection report to 
the owner of a car as to its condition 
is an excellent medium for getting: win- 
ter repair work. In this case the:owner 
is invited to leave his car in the service 
station for a short time while a compe- 
tent man makes an inspection and fills 
out the report sheet. The inspection re- 
port is then either mailed or given to 
the owner, sometimes with an estimate 
as to the cost of putting the car in shape 
or making any necessary adjustments, 
The inspection is generally made gratis. 
Here is an example of how the Bradley 
Garage, Cleveland, Ohio, goes after win- 
ter work: 

“We have been sending out a letter 
for the past month and find that it has 
been the means of getting us many new 
customers as well as increasing our re- 
pair work about 30 per cent. 

“By starting on one side of the car and 
following it right around, it only takes 
about 30 min. to make a thorough inspec- 
tion. There is almost always something 
to report, and the majority of owners, 
when they read the report, will have you 
go ahead and do the work. The car 
owner really benefits, for most owners 
do not realize that different units need 
attention until something refuses to 
function properly. In this way they can 
avoid a lot of trouble and expense, and 
they feel better toward the car, and the 
repairman, too. When an owner wishes 
to take advantage of this inspection, we 
place his name on a sheet which has 
the dates of the month in rotation. His 
name is placed opposite whatever date 
we may assign him and he is notified at 
least a week in advance of this date. 

“Making no charge for inspection is an 
inducement to get new customers in your 
place and pays for itself in the end.” 


ISSUES “WARNING” TO OWNERS 


Considerable may be achieved by send- 
ing owners of automotive equipment 
warning letters stating what must be 
done to cars or trucks to avoid trouble 
in cold weather. Even if the warning is 
directed to the owner with the thought 
that he will do the work himself, as a 
general thing the dealer is called upon. 
Especially is this true if the dealer is 
on the job properly to point out that 
his shop or service station is equipped 
to do the job better and in less time 
than the owner can do it himself. 

Thus, while an owner might be told to 
install a primer to make his car start 
easier in cold weather, what owner has 
at hand a tap, or drill, say, to put a hole 
in the manifold, or a suitable tool to 
bore a hole in the instrument board to 
mount the body of the primer? Let 
your customers know that you can do 
this work easily. There is no use in 
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Rochester, N. Y., 


tion recently and I would consider 


ice sta 
Your car was at our serv ard and return it to me 


it a favor if you would fill out the attached ¢ 





personally. ‘ 

i ay offer 

Any suggestions you m = 

xtended to our patrons will be gratefully received 
e 


a ¢ jhengq 


STRONG MOTORS, Inc. 


to improve the quality of service 


Date 





Was the work satisfactory? 
Did you receive courteous treatment ? 
Did you ask any information you did not receive ? 
Was the car ready for delivery when promised ? 
Have you any suggestions to make ? 
































Signed 
Address 
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Return postal card sent out by dealer to get a line on how owner feels about work 


having a dozen or more primers tucked 
away in the showcase where nobody 
knows about them. If you let it be 
known that you have them for sale the 
right kind of talk will also get your shop 
the job of installing them. It is the 
same with other accessories, such as car 
heaters, putting in new brake linings, 
lighter oils for engines and axle, anti- 
freeze solutions, etc. 


SENDS WINTER WARNING LETTER 


The Ohio Buick Co., Cleveland, Ohio, 
sends out a winter warning to owners. 
Here is what the company says: 

“We mail out a copy of our winter 
warning to each customer at about this 
time. Winter warnings going out to re- 
tail customers are also accompanied by 
a letter suggesting that they make ar- 
rangements to bring their cars in for 
Overhauling during the winter months. 

“Each winter we endeavor to have 
customers make reservations with us for 
overhauling. We line up these reserva- 
tions so that we are not overcrowded 
and are also able to continue minor re- 
pair work and service work, and at the 
same time turn over to the customers the 
cars which have been overhauled, in ac- 
cordance with our promise given when 
the work is taken in, so that there is no 
disppointment. We have found failure to 
deliver work as promised makes custom- 
ers dissatisfied.” 


ISSUES A MEMORANDUM BOOK 


The Stability Motors Co., Philadelphia, 
Pa., handling trucks and motor cars, and 
which conducts service for “Every Hour 
in the Twenty-four,” as its slogan says, 
has issued in time for cold weather a 
warning, a novelty in the way of a note- 
book, or wallet reminder card, for own- 
ers. This card announces that when the 
owner is in trouble, no matter where, 
Special emergency service will be ren- 
dered by telephoning the given number. 
The name and address of the company 
are also given and the type of motor 
vehicles sold and served. This com- 
Dany is about to issue a house organ 
which will be distributed before cold 
weather actually has set in, giving in- 
formation, to owners and users, on keep- 
ing radiators from freezing, preventing 
skidding, and other seasonable hints. 


USES FOLLOW-UP LETTER 

Following up service work with a let- 
ter to the owner asking him if every- 
thing was found satisfactory with the 
job is what the Cooper garage, Ardmore, 
Okla., does. Here is what the manager of 
this place says about the service: 

“After a customer takes his car out of 
our shop we mail him a letter next day 
stating that we did certain operations, 
whatever they might be, on his car the 
day before; that we are anxious to know 
whether our work has been entirely sat- 
isfactory and would appreciate a reply 
from him by return mail telling us 
whether it was satisfactory. 

“The whole transaction does not cost 
much money and is handled by the serv- 
ice department and we do not use form 
letters for this business. 

“We find that almost every customer 
feels we have a personal interest in his 
particular job and we get great returns 
from this line of advertising. It helps 





ALL NIGHT 
SERVICE 


For your Automobile or Motor 
Truck. Put this card in your 
notebook or wallet and when 
in trouble—no matter where— 

between 6.00 P. M. 

+; and 7.30 A.M. : 
callour specialemergency night 
number, Bell, Diamond 4921. 


S Veronsco. 
E. J. Berlet, President 


1720-40 NORTH CROSKEY STREET 
(Ridge and Columbia Avenues) 


Distributors of 


ATTERBURY and DEFIANCE TRUCKS 
and WESTCOTT MOTOR CARS 








Stability service every hour in the twenty-four 











Novelty notebook or wallet reminder 
card issued by a Philadelphia con- 
cern to its customers 


in other ways, as there are a few people 
who, if not satisfied, would not say any- 
thing about it until you give them the 
opportunity to do so. In this way you 
can straighten them out. There are oth- 
ers who feel they should have had some- 
thing done to their cars which was not 
ordered and this gives you an opportu- 
nity to explain this to them.” 


FIND CIRCULAR LETTERS HELP 


S. U. Williams & Son, Bloomington, 
Ill., after various experiments, have 
found that circular letters bring excel- 
lent results. Here is a sample of the 
one used in reminding patrons of the 
possible need of storage, painting or cur- 
tains: 

“Just a small expense will be neces- 
sary to repair your curtain lights and 
protect you from the weather. Nothing 
looks more dilapidated or could be more 
disagreeable than the rear and side cur- 
tains broken or ragged. Painting is one 
branch of our business which is perfect. 
You cannot get clean, good painting out 
of a dirty, cold shop. We have the best 
equipment and workmen that money can 
procure and can give you the right kind 
of prices. 

“Winter storage in a warm building 
is a good investment. Our entire build- 
ing is steam-heated and it costs no more 
to store with us than it does in the ordi- 
nary cold buildings. Storage space 
should be engaged early, for we will be 
filled up by Dec. 1. You are surely in- 
terested in at least one of the above items 
for your car. Call and make arrange- 
ments.” 


MAINTAINS GOOD SERVICE CAR 


Maintaining a well ‘equipped service 
car is another important thing to con- 
sider in planning for a winter campaign. 
One live Concern in the Middle West got 
excellent results from placing its service 
truck in the window for a few days to 
let customers know that this car was at 
their service at any hour of the day. 
When you have a well equipped service 
car it will stimulate winter driving if car 
owners are impressed with the fact that 
you can care for them, whether it is a 
case of the engine not wanting to start 
or towing the car in from some outlying | 
point. 








fare possibility of cashing in on sell- 
ing and installing winter equipment 
is in direct proportion to how strenuously 
the dealer goes after the business. Deal- 
ers who do not carry any accessories are 
overlooking a good bet, for accessories 
are easily sold when the car owner comes 
in for service or repair work. Besides, 
he can often cash in on getting the job of 
putting in the equipment. 

For instance, car heaters offer a fine 
opportunity in parts of the country 
where winter means frigid temperatures. 
Most car owners have not the necessary 
equipment or tools to do the installation 
work, and naturally ask the dealer mak- 
ing the sale to make the installation. 
The same is true of putting priming de- 
vices on engines to make starting easier; 
installing winter tops or curtain inclos- 
ures; putting on radiator and hood cov- 
ers; filling the water system with anti- 
freeze solutions, and many other similar 
things. Local conditions will naturally 
dictate to some extent as to just what 
sort of winter equipment the dealer 
should make his specialty. 

The modern motor car has become so 
necessary that everything should be done 
to keep it going day in and day out, re- 
gardless of the seasons of the year. It 
is part of the motor car dealer’s work 
to educate his customers to the advan- 
tages of making the car or truck, as 
the case may be, an all year proposition. 
Selling and installing winter equipment 
makes it possible for the dealer to keep 
his men busy, and if enough repair or 
overhauling jobs have been lined up will 
carry him through the former slack sea- 
son. 


Interest Owners in Accessories 


Right now is the time to interest car 
owners in accessories and fitments which 
will make winter driving a pleasure. New 
owners naturally are enthused about 
their cars and while they are in such a 
state of mind is an excellent time to 
talk them into buying a winter top, 
heater or something else which will make 
winter driving more comfortable. -Own- 
ers who have heretofore put their cars 
in storage may be induced to keep on 
driving if they can be sold on doing so. 

Try something like this: Suppose you 
know a car owner who is going to put 
up his car, because he says it is too cold 
to drive in winter. Take one of your 
cars on which you have fitted a winter 
top and installed a heater, pick out a 
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cold night and drive up to his home, 


leaving the car at the curb with the 


interior all lighted up. Then invite him 
out for a drive, being sure to let the 
prospect’s feet rest upon the heater. You 
probably will sell him a heater or top 
before you have gone a mile. 

Another method for selling cold 
weather fitments is to have a tag printed 
like the one shown herewith to be hung 
on the steering wheel or windshield 
of a car left at the curb. This idea has 
more than one possibility. Note that not 
only is attention called to absence of cer- 
tain things, but there is a chance of get- 
ting in some winter repair work through 
the space left at the bottom of the card, 
where the inspector jots down a note 
calling the owner’s attention to a broken 
lamp bracket, rusted springs or anything 
else which has been neglected. This has 
the advantage of making it appear that 
the dealer is taking a personal interest in 
that particular car. A half day spent in 
going about a downtown district of a 
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Our best method of selling cars 
during the winter months is to 
equip the car with a closed top, drive 
it out to the prospect on a cold winter 
night, show the family the car sit- 
ting out in front in a car lighted up 
with electric lights, induce them to 
go for a ride. When they realize 
the comfort and joy of a car equipped 
this way, if they ever had any no- 
tion of buying a car they will come 
through and buy then. The appeal ts 
almost as great as a@ summer eve- 
ning joy ride—J. M. Wheeler & 
Sons Co. 


Here is a novel method of selling a 
prospect on the idea of driving in 
winter 
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SELLING and INSTALLING 
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city with a bunch of these cards in your 
pocket and tying them on cars may line 
up enough work to keep your place go- 
ing for several weeks. 

By putting in a full line of good ac- 
cessories one sale will lead to another. 
For instance, after you have sold a man 
a winter top for his car it is a pretty 
safe gamble that he will want a heater 
of some sort, a radiator and hood cover, 
some anti-freeze for his radiator and a 
host of other things, because he cannot 
get along without them very well. There- 
fore, the dealer who can say to his cus- 
tomers that he can put their cars in 
perfect winter trim, all the way from 
putting the car into mechanical shape 
and adorning it with accessories, is the 
one who will have the electric lights 
burning in his place of business in all 
departments when other dealers have 
closed their doors for the day. 


Make Money on Installations 


It is true that many of the accessories 
can be installed by the owner, but many 
owners have not even the screwdriver for 
the “can be installed by any one with the 
aid of a screwdriver” work. Others have 
not the time. Installation of car heaters 
calls for a variety of tools, such as bits 
for boring holes in the tonneau floor, 
hacksaw for cutting the exhaust pipe, 
etc., all of which the service shop has 
in its equipment. Hence, unless the car 
owner is mechanically inclined and has 
the tools, it is pretty sure the service 


‘station will be called upon to install the 


heater after the sale has been made. In 
fact, it might be well to make two prices 
on heaters, one for the heater outfit alone 
and another for the outfit installed. Nine 
times out of ten you will sell the job 
installed. 

There are other heaters or warming 
devices which offer a possibility for the 
dealer’s winter business. A lot of old 
cars are running around which have car- 
bureters of old design and not fitted 
with hot air pipes to the air intakes. 
When such a car comes into the shop for 
repairs is a good time to suggest to the 
owner the advisibility of putting in a 
hot air stove and pipe. All you need 
is an assorted lot of flexible tubing and 
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some sheet iron to make the stoves for 
the exhaust manifold. 

There are little fitments which spell 
winter comfort and among these might 
be mentioned the electric devices to be 
attached to the steering wheel rim for 
warming the hands. The actual job of 
installation is simple for either owner or 
dealer to perform. However, the main 
thing for the dealer to remember is to 
make sure you have them on sale. 


Hard Starting in Cold Weather 


Many owners complain about hard 
starting in cold weather and dislike get- 
ting out and lifting the hood and priming 
the engine through the priming cups. 
Priming the engine without having to 
leave the seat is a decided advantage in 
cold weather, and the job of selling and 
installing primers is a source of profit 
for the dealer if he lets his customers 
know that he is fitted out to do so. A 
little campaign in the daily newspaper 
or a circular letter about the present low 
grade of fuel and the difficulty of getting 
it into gaseous form into the,top of the 
engine will help to sell primers. 

The job of installing primers calls for 
tools and apparatus seldom found in the 
toolbox of the average car owner. The 
manifold usually must be drilled and 
tapped, a hole must be made in the wood 








ment is a good showcase or window dis- 
play of accessories. Have your place of 
business clean; wash your windows fre- 
quently and by all means put a good- 
looking showcase somewhere in the 
service station where it must be seen 
by car owners who drive in. This is one 
of your best aids in selling winter acces- 
sories. While your customer is getting 
work done in the service department is 
the best opportunity you have of meeting 
him face to face about a foot warmer, 
winter top or whatever else you have to 
sell and install for him. 

In the foregoing paragraphs we have 
said nothing about accessories like tire 
chains, spark plugs, windshield cleaners, 
gloves and hundreds of other items which 
can be successfully sold to motorists 
during the cold months, because we are 
assuming that the wise dealer will carry 
these as a matter of course. Also what 
applies to passenger cars applies to a 
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great extent to trucks. Thus, cabs or 
inclosures can be put on for the driver, 
foot warmers installed, primers put in 
and the cooling system fitted out with an 
anti-freeze compound. In speaking of 
anti-freeze, the dealer will do well to 
lay in one or two extra radiators, be- 
cause broken radiators are frequent in 
winter and service will be highly recom- 
mended if the dealer can fit such cases 
out by renting radiators. 


Good Field for Southern Dealers 


All the foregoing hints have been di- 
rected in the main to dealers living 
north of the Mason and Dixon line. It 
goes without saying that the dealer in 
Florida, for instance, has altogether dif- 
ferent things to contend with from his 
fellow dealer up north. But there is, 
nevertheless, a chance for the southern 
dealer to cash in on winter business, al- 
though it will be carried out along dif- 
ferent lines. 

The southern states have a great in- 
flux of northern tourists in the winter 
months, so there naturally will be a 
larger number of cars to be repaired 
than at other times. The best business 
for the dealers in Florida, for example, 
is during the winter months. Of course, 
some accessories, like car heaters, etc., 
cannot be sold in any great quantities 
in the South, nor will anti-freeze com- 
pounds offer a selling proposition for 
the dealer in Alabama to get rich on. 
However, with cars running the year 
round there is a big opportunity for ac- 
cessories such as are made use of up 


or metal instrument board, the gasoline Primer nn gwen north in the touring season. These in- 
line tapped and other work of such a Hand Warmers, ......— clude camping outfits, trailers, spare 
nature that it really calls for a shop and Drive Over th the 


mechanic, 

The thing to remember in selling win- 
ter accessories is to put before a cus- 
tomer only one thing at a time. There 
is a danger in offering so much that he 
is undecided. It is also a good.idea to 
use a standardized monogram or slogan 
in your newspaper advertising and all 
printed matter. In this way the subject 
matter will always be associated with 
your place of business. 

One reason why some dealers have 
fallen down in the past, so far as winter 
accessories are concerned, is that they 
have had them stored under the stairs 
somewhere in the rear of the building, 
as if they were ashamed of them. The 
first requisite in selling winter equip- 


JONES MOTOR COMPANY 
332 Main Street 





and see us about winter equipment. Let 
us protect your radiator against freezing 
We have your set of tire chains waiting 
for you 
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Suggestion for a tag that might be 
hung on car at curb to line up 
business 
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wheel covers, etc., in addition to the 
conventional assortment of plugs, tires, 
bumpers, lamps, tools, etc. 

There is always the possibility of 
making money selling and putting in 
parts. But parts should be bought on 
the strength of the demand, because then 
there will be no danger of overloading 
the stockroom with inactive parts. The 
latter should be kept down to the mini- 
mum, so there will be no great amount 
of capital tied up. The same applies, of 
course, to accessories. The live dealer 
will feel out the possibilities in his ter- 
ritory and buy accordingly, but even if 
he has on his hands a stock which does ~ 
not seem to be moving fast, he can, by 
judicious use of newspaper advertising, 
letters, and other things, get rid of it. 
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This inclosure is built as the upper part of 
a closed body job, the old top irons and the 
windshield being removed. The interior is 
finished in cloth trimming and silk curtains. 
It is made by the Standard Auto Top & Body 
Co., Philadelphia, Pa. 
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The Faultless top made for Fords by the Amer- 
ican Auto Top Co., Delphi, Ind. Frame is of 
oak, panels and doors, poplar, while the back 
is 20-gage steel. The lining is mohair, win- 
dow lights plate glass and trimmings nickel 


over the old top and can be at- 
tached easier than side curtains. 
The lights are bevel glass with 
nicke] plated rims. This inclosure 
weighs 30 to 50 Ibs., depending on 
size of car. It is made by Baker & 


Lockwood Mfg. Co., Kansas City 








Winter Inclosures for Cars 


NE of the prime requisites to keep cars going all winter 

next to some sort of anti-freeze solution for the water 
system is a winter top. This may take the form of a curtain 
inclosure to slip over the regular top, or the more pretentious 
forms wherein the old top is taken off and a winter one put in 
its place. 


On these two pages are shown winter inclosures which will 
meet the demands of nearly all conditions. Some of the simpler 
forms of inclosures have window lights of a composition which 
resembles glass but which will not break easily, in addition to 
being extremely light. Others are equipped with the bevel plate 
glass constructions such as found in the rear curtain lights of 
most cars now. Usually those tops employing wood framework 
have plate or common glass panels. 


Tops like those shown here can. be had for nearly every make 
of car at prices which vary according to the type. The tops 
which are simply slip-overs have the disadvantage in that they 
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The roadster top above is 
the Koupet, made for Fords 
by the Koupet Auto Top 
Co., Belleville, Ill. It has 


full road vision rear light 


Two | quartering “views of the 
American top made for both tour- 
ing and roadster models of Fords. 


The American Auto Top Co., Del- 
phi, Ind., makes it 


Here is shown an Anchor top fitted 
to an Essex car, which makes the 
latter a sedan. The exterior of this 
top is finished and polished and the 
door lights can be lowered. It is 
made by the Anchor Top & Body 


Co., Cincinnati, Ohio 
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to Keep Warm in Cold Weather 


do not offer quite so much vision as those using wood-lined 
window panels. Tighter joints are also possible with the latter 
types, and this means that much more of the heat thrown into 
the car by the exhaust heater will be conserved. 

There is a good chance for the dealer when selling a customer 
a winter top to store the old one for him, because he can point 
out that the top will be better off in his large storage space, 
where it can be properly put up and refinished or repaired 
during winter and be in good shape by spring. A top is better Tide: chews qnetliag Whiter ee ade be the 
off when supported in open position, but most private garages 


Standard Auto Top & Body Co. Once this 
have not room to do this, so there is an excellent chance here top is fitted it becomes an integral part of 


for the live dealer to get in extra work, even if he has to farm | the car. In summer panels can be removed 
out some of the work to some upholstering concern. 
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The Co-Zee winter inclosure consists of heavy side curtains to be 
used with the regular touring top. The curtains can readily be 
detached when necessary, so that the car becomes an open model. 
The lights are cellvloid, seewrelv sewed in. It is made by the 
Omaha Auto Top Co., Omaha, Neb. 





x 





This shows the “Over The Top” top 
for Fords, made by the Auto Remodel- 
ing Co., Chicago. It slips over the top 
and doors and top are fastened so they 
open as a unit. It is made of silk 
mohair, and once attached shows no 
marks of attachment. It is made for 
both roadsters and touring models. 


This shows the Detroit 
weather-proof top mounted on 
a Ford roadster. The doors 
are flexible and slide into the 

roof when not needed 


~ 


— 


Here is shown the Ultra Limousette top, made for Fords “ 
by the Defoe-Eustice Co., Detroit. It is used in combi- : a a> 
nation with the regular top, so that if an open 
car is desired it can be instantly had by raising 

the sides _— 
The Erdman-Guider top is built ee ea 

Fi : re 
wo” 


eo 
ane 


along the lines of a limousine body, 
with plate glass windows, three- 
piece windshield, Bedford trimming, 
silk curtains, etc. 
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Sutter 





Gilbert 


cover 


Invincible hood and radiator cover 
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Hopewell 


CAMPBELL—These covers are 
made of pebble grain material lined 
with a warm kersey blanket. A 
layer of asbestos between the two 
is optional. The front flap is ar- 
ranged so it is instantly adjustable 
and for more moderate weather it 
can be folded half way down. One 
of the features of these covers is 
that the curves of the original hood 
and radiator are retained, even toa 
snug fit around radiator and crank 
caps. They are made by the Per- 
kins-Campbell Co, Cincinnati, Ohio. 


HOPEWELL—Hopewell radiator 
and hood covers are made of dull 
finished rubber cloth lined with 
heavy padding, which does not re- 
quire quilting. There is an adjust- 
able flap which can be rolled up 
and held in place by straps. They 
are made for all cars by Hopewell 
Brothers, Watertown, Mass. 


GILBERT—These covers. are 
made for all cars in artificial 
leather, dull finish drill or enamel 
duck, using blanket cloth for the 
lining. They can be had as a radia- 
tor cover only or in combination 
with a hood cover. A conventional 
flap arrangement controls the tem- 


Mayhew radiater curtain 
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Radiator and Hood 


Covers 


FTER you have sold your cus- 

tomer the first winter requi- 
site, a winter top, you can line him 
up for a radiator and hood cover. 
A great variety of these are shown 
on these pages and they come for 
every make of car. In general their 
method of application is the same, 
but some are made a little heavier 
than others, or the material is bet- 
ter. All are so made that the 
amount of opening at the front can 
be varied. Of the two, the radiator 
cover is more important than the 
hood cover, but so far as possible 
the two should be used together. 
While every car owner can easily 
put them in place, it is far better 
for the dealer to do so, even if he 
merely gets the good will of the 
customer for it. 
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Campbell radiator and 
hood cover 





Bemco radiator cover 
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Another style of 
Gordon cover 





in, 





The Allen _ radiator 


shutter which can be 
set to regulate heat 
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perature. Made by the Gilbert Mfg. Co., 
New Haven, Conn 

BEMCO—The Bemco cover is made of en- 
ameled drill, felt lined. The flap arrange- 
ment is such that half of it rolls up and 
the other half down. Hood can be raised 
without taking off cover. It is made by the 
G. & B. Mfg Co., New York. 


MAYHEW—tThis is an adjustable radiator 
shield which can be attached to every car 
except the Ford. It is controlled from the 
dash by a leather thong which passes 
through one of the air spaces in the radi- 
ator. It makes a neat installation and has 
the advantage that the engine heat can be 
controlled while driving. It is made by the 
Sutter-Mayhew Co., Detroit. The same con- 
cern makes the Sutter flap which rolls it- 
self. In appearance it is like the old style 
rolled flaps, being wadded and quilted. The 
flap is controlled by a cord leading to the 
dash. When the cord is released the flap 
rolls itself up automatically. 


INVINCIBLE—This cover incorporates a 
combination split and rolling door or flap, 
the double thickness of same offering ample 
protection when the car is standing still. 
The radiator cover and hood are joined with 
snap fasteners. It is made by Peters & 
Herron Co., Columbus, Ohio. 


GORDON—These hood and radiator cov- 
ers are made for all cars in dull finish 
enamel cloth, or Gordon carriage cloth. All 
are lined with heavy heat-retaining mate- 
rial. Divided or one piece curtain or flap 
can be had. The construction is such that 
the hood can be raised without disturbing 

(Continued on page 41) 


Wilcox cover 







































Atlas cover 











Arctic hood and 


radiator cover 





Tatco 
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Various Ways to Heat Cars and Manifolds 































ter, heelboard and footrest types. 


ment. 


ard Parts Co., Cleveland, Ohio 











N these two pages are to be found 

heaters to warm the interior of cars 
and heaters for the carbureter and in- 
take manifold. Both are necessary win- 
ter accessories if the greatest degree of 
driving comfort is to be realized. 

So far as variety is concerned, the 
dealer can get nearly anything he wants. 
For example, he can get a heater which 
goes on the toeboard only, in front of 
the forward seat, or in the tonneau floor 
of the car. Some heaters are in the 
shape of footrests, while others are sunk 
in the floor like the registers of a house 
using hot air heat. In most of these in- 
stallations the floor boards need be cut 
up only slightly, but naturally heaters 
of the register type require a larger 
opening than the footrest variety, which 
requires only two holes for the pipes in 
the installation. 

The size of the car determines, to some 
extent, the size of the heater to be put 
in, and when a heater is ordered the 


The Perfection heater is made in regis- 
A 
valve is attached to the exhaust pipe 
and operated by a lever on the heater. 
There is also a Perfection heater for 
Fords to be installed at the heelboard 
of the driver's seat or rear compart- 
This is a product of the Stand- 





In the Noble heater the exhaust gases are 
admitted into the radiator by an inner pas- 
sage and returned to the original exhaust 
pipe and muffler by an outer passage. It 





comes in various styles for placing in the | 


floor of the car or acting as a footrail. The 
Noble heater is manufactured and sold by 
the Pellet Magneto Co., Chicago 


Left, Lehman heater described on 


next page. 


Right, Clark heater, 


which uses carbon brick for fuel 


and is portable. 


The 14-in. oval 


type heater is shown herewith. It 
has a steel body insulated with 
heavy asbestos felt, covered with a 


fine grade of velvet carpet. 
heaters are made by the Chicago 
Flexible Shaft Co., Chicago. 


ect iene it lit > ne sn 


“SteerWarms 


These 


This is the Utility heater, which is of the 
footrest type. The shield is nickel-plated and 
two holes are necessary in the floorboard 


A 
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Electric Co., 
Orleans, La. 





ands Warm 
ie fee __ $ » 


Display bracket 
used by Interstate 
New 

















diameter of the exhaust pipe must be 
given so that the special fitting to clamp 
around it will be of the right size. Once 
the heaters are installed they become a 
permanent part of the car, unless they 
are of the portable type. 

Portable type heaters may be removed 
whenever so desired; in fact, they have 
to be removed when supplying the heat 
to them. Heaters of this type use a sort 
of carbon brick coal for fuel, which 
must be replenished from time to time. 
The advantage of such heaters lies in the 
fact that they are warm the instant 
they are put into the ear. In addition 
to this, they serve admirably for sup- 
plying auxiliary heat in cars fitted with 
the exhaust type heaters. 

All of the exhaust types of heaters 
have some means by which the heat can 
be regulated. Thus the register types 
have means for opening and closing the 
shutters to any degree. 

When you put in a heater for a cus- 
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tomer be sure to see there are no large 
openings around the pedals and gear- 
shift lever and in addition make sure that 
the top and winter curtains fit snugly. 
In spring let your customer know that 
if he is using an exhaust type of heater 
it is necessary to clean it out, for after 
a season’s use the interior will have 
become sooted. If a heater does not 
seem to give satisfaction, take it apart 
and see if it is not dirty, as soot will 
act as an insulator. 


The carbureter and manifold heaters 
shown on these pages are typical of what 





MOTOR AGE 


shut off altogether. The makers point 
out with this type of heater no dirt, 
paper, etc., can accumulate, as the heater 
is not set into the floor. The Utility 
Junior is for Fords and other small cars 
and is 17 in. long. It is finished in black 
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enamel. The front seat type of Utility is 


for driving compartments of roadsters, 
trucks, etc., and is 17 in. long. It has 
a nickeled protector, as has also the 
Utility for all cars, which is 29 in. long. 
The Utility De Luxe heater for eight- 
cylinder cars is also 29 in. long, but has 
a somewhat different installation from 
the others. The exhaust pipes on the 
eight-cylinder cars are smaller in diam- 
eter than those of six-cylinder or four- 
cylinder cars, hence a butterfly type of 
valve is used to divert all the exhaust 
gas if necessary. The Franklin air- 
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the market affords. As a general thing 
the idea back of them is that of placing 
a length of resistance wire in the car- 
bureter bowl of around the manifold 
and passing current from the storage 
battery through it. The heat thus de- 
veloped is utilized either in heating the 
gasoline in the carbureter bowl or the 
gases in the manifold. Usually a push 
button or switch is placed on the dash 
for closing the circuit. Where the re- 
sistance wire is placed on the inside 
of the carbureter bowl the latter has to 
be drilled and tapped and the end of the 
wire soldered to the inside of the bowl. 

Another type of heater is that using 
heat from the exhaust. One of these is 
shown here which can be put on in five 
minutes. The operation of these types of 
heaters is to absorb heat from the ex- 
haust manifold and carry it to the point 
in the intake manifold where the incom- 
ing partly vaporized mixture of gasoline 
and air strikes, 


UTILITY—The Utility Heater comes 
in four sizes and is of the footrest type, 
utilizing direct exhaust heat. The ex- 
haust gas is diverted by a fitting 
placed in a hole bored into the 
exhaust line ahead of the muffler. 
The heater core which radiates the 
heat is shielded by a nickeled pro- 
tector. A conveniently located damper 
regulates the heat, or the latter can be 











Here are shown some of the vari- 


ous types of carbureter and manifold 
heating devices. 

Top shows the Colburn exhaust 
type heater made-by the Kant Miss 
Spark Plug Co., Green Bay, Wis. 

Left, the electric carbureter bowl 
heating device put out by the Thomp- 
son Mfg. Co., Des Moines, Iowa. 

Center, electric heater which 
clamps around the manifold and 
takes current from the battery. It is 
made by the Mechanical Utilities 
Corp., Chicago. 

Right, another electric heater 
made by the Electric Intake Heater 
Co., Jackson, Mich. This can be ap- 
plied to carbureter or manifold. 

Below, Red Spot heater, which 
connects the exhaust and intake 
manifolds of Fords. It is made by 
the Axleford Truck Co., Chicago. 





cooled car also requires this type of 
heater. The De Luxe is controlled by a 
dash fitting almost identical with a car- 
bureter choke. Utility Heaters are made 
by the Hill Pump Valve Co. of Chicago. 


LEHMAN—Lehman heaters are of the 
type using coal. This is known as Leh- 
man coal, burning without gas, flame, 
odor or smoke. The fuel is in brick form 
and comes in various sizes. Most of the 
heaters are covered with colored carpet 


*and fitted with brass ends. Brass han- 


dles are used for carrying. One style, 
weight 7 lb., is oval shaped and self- 
ventilating. It is 14 in. long, has white 
steel ends and is covered with green 
Brussels carpet. Other sizes are made 
in non-rusting metals and run up to 27 
in. in length. The makers are Lehman 
Bros., New York. 


K. P.—This is an exhaust type heater 
and comes in the footrest style only. The 
higher pressure gases are taken from the 
engine exhaust and passed through tubes 
of increasing diameter, eliminating back 
pressure and noise. The swivel feature 
permits the heater being turned back 
close to the tonneau seat, where it still 
remains a heater but not a footrest. It 
is made of brass, nickel-plated. Model C 
has not the swivel feature, but may be 
used as a footrest or attached close to 
the seat fronts. The K. P. Heater is: 
made by the K. P. Mfg. Co., New York. 








Devices to 


ARD starting is one of the bugbears © 


of winter driving and the priming 
devices shown on these pages will go a 
long ways towards getting the engine to 
fire and eliminating waste of energy of 
the storage battery in a vain attempt of 
the starting motor to turn over the en- 
gine. The reason for hard starting is ex- 
plained by the difficulty of getting the 
gasoline vapor into the combustion 
chambers of the engine. In other words, 
the fuel is of so low a grade that it can- 
not be lifted high enough to get into the 
top of the engine. 

Primers save time and temper by in- 
troducing raw gasoline into the engine 
and bring the fuel into close relationship 
with the spark plugs. One of the prim- 
ers shown works in connection with the 
starting motor, so that when the starter 
is operated, a charge of raw gasoline is 
injected into the cylinders. In some of 





This is the J. & B. primer 
which takes gasoline from 
the main line and forces it 
into the top of the mani- 
fold. It is made for Fords 
by the J. & B. Mfg. Co., 
Pittsfield, Mass. 
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Make the Engine 





Primers make it possible to get 
gasoline into the combustion cham- 
bers without leaving the seat 





The Copley primer is fastened to 
the intake pipe and connected with 
the fuel line to carbureter. The 
priming valve is opened by a pull 
knob on the dash and closes auto- 
It is made by Bay State 
Pump Co., Boston, Mass. 


matically. 
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MANIFOLD 


The Crone primer is 
made in two styles 
and can be mounted 

i as shown. F.: G. 
i Crone, Buffalo, N. Y., 


is the maker 
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Start Easily 


the primers the body or pump is located 
on the dash, or it can be placed on the 
front seat riser. One of the primers con- 
sists of a small tank placed on the dash, 
which has to be filled with gasoline for 
using, the fuel flowing to the engine by 
gravity. 

One of the chief things to watch in 
putting in a primer is that the check 
valves are in perfect working order. It 
sometimes happens that an engine on 
which a primer has been installed will 
use up an enormous amount of gasoline, 
which is caused by the engine sucking 
in raw gasoline through the primer into 
the intake manifold. 

No special tools are necessary for in- 
stalling primers, other than a drill and 
tap for threading the manifold to make 
the connections. It is also necessary to 
bore a hole in the instrument board and 
tap the fuel line at some point. 
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When the starting motor turns the 
engine, the Master primer shown 
above, delivers warm fuel vapor into 
the cylinders because of the elec- 
trical heating device which operates 
when the starter button is pressed. 
It is 


marketed by the Splitdorf 


Electrical Co. 


The Nelson primer 
primes the engine 
from the dash. It 
will keep the en- 
gine running until 
the latter is warm 
and picks up fuel 
from the carbure- 
ter. There is a 
sight feed regula- 
tion and _ installa- 
tion requires tap- 
ping manifold for 
1% in. pipe thread. 
The A. Nelson 
Mfg Co., Chicago, 


makes it 
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The Jorgensen pri- 
mer fastens to the 
dash, with a special 
fitting screwed to the 
manifold. It is made 









by the Jorgensen 
Mfg. Co., Waupaca, 
The B. & L. primer Wis. 


Ce ee ee Oe 
pues rte 


screws into top of 
manifold and has an 
electrical heating unit 
in it. Made by the 
Auto Distributing 


Co., Plainfield, N. J. 






The King priming device for Fords 
and cars not fitted with cups con- 
sists of a priming cock to be fitted 
to each end of manifold. Furnished 


Engines can be primed 
through spark plugs. The Re- 


flex priming plug for this 





in parts by W. C. King, Litch- purpose, made by the Reflex 
field, Ill. Ignition Co., Cleveland. 
Ce ne un 
Anti-Freeze Preparations for Cold Weather Driving 


JOHNSON’S FREEZE-PROOF 


OHNSON’S FREEZE-PROOF comes in 

the form of a powder, put up in 5-lb. 
packages. One package is sufficient to 
protect a Ford from freezing to 5 deg. 
below zero. A package and a half will 
protect the car to 3 deg. below. Two 
packages are used for larger cars to 
protect to 5 deg. below, while three will 
prevent freezing at 25 deg. below. 

After cleaning the radiator Freeze- 
Proof is dissolved in 2 gal. of hot water, 
stirring constantly. The whole is then 
put into the radiator, which is then filled 
with clear water. One application will 
be sufficient for all winter, and only 
water need be added from time to time, 
as the Freeze-Proof will not evaporate. 
The boiling point of this compound and 
water is from 235 to 250 deg. depending 
on the amount mixed with water. 

After using Freeze-Proof all you have 
to do is drain the water in the spring and 
flush out with clear water. Every dealer 
who stocks Freeze-Proof has a Freeze- 
Proofometer with which he can tell defi- 
nitely at what temperature a radiator 
solution will freeze. Freeze-Proof is 
made by S. C. Johnson & Son, Racine, 
Wis. 


NORWESCO TWELVE-TWENTY 


ORWESCO TWELVE-TWENTY, made 

by the Northwestern Chemical Co., 
Marietta, O., comes to the consumer ready 
to use. The solution has a specific gravity 
of 1220, hence its name. If evaporation 
or leakage cause changes in the solution, 
an ordinary battery hydrometer discloses 
this fact, and the solution can be brought 
up to standard simply by adding some of 
the Twelve-Twenty. At the end of the 
season it is drained and the system re- 
filled with clear water. This concern 
does not guarantee its preparations in 
Systems having aluminum pump case or 
manifolds. The tendency of Twelve- 
Twenty is to keep the cooling system 
fluid-tight. Its boiling point is 12 deg. 
higher than that of water, so it evapo- 





With several good makes of anti- 
freeze preparations on the market 
it is hardly necessary for the car 
owner to have to mix his own, nor 
should the dealer be called upon to 
do so. Of course, an alcohol and 
glycerine combination will do the 
work and can be mixed by anyone, 
but the cost of these two substances 
is prohibitive. If the compounds on 
the market are properly used and 
the radiator and water system ts in 
proper condition there 1s no reason 
why they will not give satisfaction. 
“Be sure to see your customer's 
radiator does not leak and that the 
hose connections are tight. Always 
flush out the water system with a 
hot solution of baking soda or soda 
ash before putting in the anti- 
freeze. 











PROPORTIONS TO BE OBSERVED IN 
ALCOHOL-GLYCERINE SOLUTIONS 


Will not freeze at 15 deg. above zero: 






































Water 4 gal. 
Alcohol 1% gal. 
Glycerine 1% gal. 
Will not freeze at 8 deg. above zero: 
Water 3% gal. 
Alcohol 5 pt. 
Glycerine > wp. 
Will not freeze at 10 deg. below zero: 
Water 3 gal. 1 pt. 
Alcohol ” 1 gal. 1 pt... 
Glycerine : 2 at. 1 pt. 
Will not freeze at 20 deg. below zero: 
Water ° 1 gal. 1 qt. 
Alcohol 2 gal. 2 at. 
Glycerine 1 gal. 1 qt. 


Either denatured or wood alcohol can 
be used with commercial glycerine. 





rates slowly. It comes in 1, 3 and 5 gal. 
cans, the quantity to use depending upon 
the total capacity of the cooling system. 


G. & F. FREEZE-NOT 


& F. FREEZE-NOT is strictly a deal- 

e er proposition. That is, the liquid 
is sold to ‘the dealer in barrel or 5-gal. 
lots and in using is poured directly into 
the water system, after the system has 
been drained and flushed with clean wa- 
ter. It is made up of four chemicals 
and none of the ingredients is injurious 
to rubber, copper, zinc, iron or any other 
metal. Two of the ingredients are said 
to preserve rather than injure rubber or 
metal. Its ease of application makes 
it specially handy for the dealer to - 
stock. It is guaranteed not to freeze in 
any temperature and does not easily de- 
teriorate. Five gallons of it are said 
to be enough to last a car owner all win- 
ter. After use the radiator is drained 
and refilled with clean water. This 
compound is made by the G. & F. Prod- 
ucts Co., Rock Island, Il. 


AD-EL-ITE 

D-EL-ITE is a liquid which will not 

freeze at 35 deg. below zero. It is an 
alcohol preparation with an evaporating 
retardant, which is more economical than 
plain alcohol. Th emakers state it con- 
tains no kerosene, calcium chloride, salts 
or anything injurious to metal or rub- 
ber. It comes in 1 and 5 gal. cans and 
also in barrels. In use the radiator must 
be drained of the old water and refilled 
partly with fresh water to which the 
anti-freeze has been added in correct 
proportions. These proportions are fur- 
nished the dealer by the maker, Adams & 
Elting Co., Chicago. 


RIE-NIE 

IE-NIE WINTER FLUID is a com- 
pound to be mixed with. water in va- 
rious proportions to resist different tem- 
peratures. It is made by Durkee-Atwood 
Co., Minneapolis, Minn., and is put up in 
1-gal. cans. Winter Fluid and water prop- 
erly mixed will last all winter, it is said, 
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Charting and Recording Work for the Best Results 
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By H. C. Skinner 





(Motor Age Editorial Staff) 


O GIVE successful service, individual efforts must be co-ordi- 
nated. Organization gives co-ordination. It makes for 
stability in a personnel, because the business load is equally 
distributed. The duties, responsibilities, and the sphere of 
activity of each member should be defined clearly. This is best 
illustrated by graphical representation. 

Centralized control is the basis of all organization. From 
this point the subdivisions may be developed whether the organ- 
ization be large or small. The two service organization charts 
show how organizations may expand proportionately to the 
volume of business. 

Several factors are paramount in service station manage- 
ment. Successful service is sold service. The place of business 
must have a presentable appearance. Cleanliness is absolutely 
essential. 

It is impossible to give quality service without an ample 


service station. It represents a larger investment than any 
other department. Its condition must be checked frequently. 

The equipment in a service station depends upon the char- 
acter of the business. Servicing one make of car is simplified, 
due to interchangeability of parts. A general repair shop hand- 
ling all makes requires a complete machine tool equipment. 

Accurate service records are necessary to know definitely the 
cost of each repair operation. Too many service stations guess 
at it. If one is to sell service profitably the cost must be 
known. 

Every service station should operate on a cash basis and 
give estimates. This method eliminates a great deal of trouble. 
Estimating may be placed on a working basis by the master 
sheet, which segregates repair operations. By cost analysis of 
several months’ business a definite price can be assigned to 
each repair operation. Careful analysis must be made before 








supply of repair parts. 


The stockroom is the heart of the 


prices can be set. 


How One Dealer Charts Province 


IMPLE and effective is the plan 

adopted by Henry Paulman, Chicago 
distributor of Pierce-Arrow cars and 
trucks, to eliminate confusion among his 
customers and employees regarding the 
province of various departments of his 
company. With two simple charts which 
can be printed on cards hardly larger 
than ordinary playing cards, Paulman 
has succeeded in cutting an immense 
amount of red tape which formerly was 
vexatious to himself and to others who 
had occasion to deal with service work, 
either from inside or outside the organi- 
zation. 


Several months ago, Paulman became 
convinced his organization was not func- 
tioning as smoothly as it might. There 
seemed to be more than a little confusion 
among his employees as to just what de- 
partment had charge of various items of 
the day’s work. Often an employee was 
not sure to whom he should go for ad- 
vice regarding some question which arose, 
and oftener he was uncertain whether 
certain duties were included in his work. 

All this made for confusion in the or- 
ganization. “Passing the buck” threat- 
ened to become prevalent. It was too 
easy for an employee to say that he did 
not know exactly what he was sup- 
posed to do. With a multitude of depart- 
ment heads such as called for by a busi- 
ness the size of Paulman’s, authority and 
responsibility seemed to have assumed 


too fluid a form to suit the needs of the 
organization. 


Must Consider Customer 

Then, too, there was the customer to 
consider. Customers who called for in- 
formation regarding some problem which 
arose regarding their cars often encoun- 
tered irritating delays while they were 
referred and re-referred from one depart- 
ment to another before they found the 
man really having definite authority. Em- 
ployees of whom they inquired, not hav- 
ing definite information themselves, were, 
of course, unable to give intelligent direc- 
tions. 

Intrinsically there was nothing wrong 
with the organization. The departments 
were efficient and smooth running. There 
was no real conflict of authority, only a 
slight confusion as to just what duties 
each department covered. But the sum 
of the small clashes and irritations was 
big and Paulman set about the task 
eliminating all of them if suth a thing 
were possible. 

A complete analysis of the organization 
was made and the duties of each indi- 
vidual in it determined. Employees then 
were grouped in sub-departments and 
these sub-departments re-grouped in 
larger departments until there were at 
last four great departments each with 
its well-defined duties and authorities. 
Heads of these departments, finally, were 
responsible directly to the vice-president 


of Departments 


and through him to the president. 


Charts were compiled showing the pre- 
cise duties of each employee and tracing 
the channels of his relations to the firm. 
Not only did this eliminate all confusion 
in the minds of employees as to their 
exact position and responsibility in the 
business, but it showed them graphically 
just how important each part’s relation- 
ship was to the whole. There was no 
longer any confusion as to just what 
duties each person was to perform, and 
delays in the conduct of the business 
rapidly were eliminated. 

It soon was found, however, that unless 
customers as well as employees could be 
kept informed, there would still be some 
confusion and ground for irritation. For 
instance, a customer might call up for 
information regarding some particular 
point and have to be referred to some 
person other than the one for whom he 
had called. In this not only would the 
employee’s time be taken up ungecessa- 
rily, but it would put the customer to 
considerable inconvenience and delay. 

It was determined, therefore, that in 
addition to giving each employee a chart 
of the organization, a similar chart 
should be given to each customer in con- 
venient form so it would be readily avail- 
able. With such a chart at hand, the 
customer, instead of having to inquire 
who was in charge of the particular thing 
he wanted, would be able to go direct to 
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President- Treasurer Vice-President 
Handles executive end. Signs Directs all sales. Passes on al- 
all checks. lowances. 
Directs all organization thru Stimulates selling end in slack 
heads of departments. period. 
Helps salesmen in closing sales. O. K.’s policy credits. Controls 
Handles correspondence. traveling salesmen and local 
ones. 





Ulandles general correspond- 
ence. Signs all orders for re- 
pairs on cars sold. 

Supervises all employes. Di- 
rects advertising. 
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Make appraisal sheets on 
used cars Offered in ex- 
change for new. 

Make appraisal sheets on 
used trucks offered in 
exchange. 

Sell used trucks. 











direction of vice - presi- 
dent. Places advertis- 
ing. Checks and O.K.’s 
bills. Buys printing and 
office supplies. O. K.’s 
these bills. Ilendles 
personal matters of 
president and _ vice- 
president. Keeps track 


tory. Letters tc service 
station on neu and 
used sold car and used 
stoc cars. Charge cus- 
tomers’ records, card 
t 42x, mailing list, mo- 
tor numbers, etc. Stock 
records for new and 
used car salesmen. 


of coming and going General information on 


and time of return of 
salesmen and people in 


ears, car records. Sales 
men’s reports new and 


salesroom. Checks out- used cars. Salesmen’s 


going telegrams, O. K.’s 
these bills. Directs in- 


letters, president and 
vice-presidént’s letters, 


cgming mail to proper Filing. 





departments, Super- 





aad 
L Li i i 
Auditor Service Manager Truck Manager Secy. and Sales Sta. 
x Responsible for mechanical and Supervises sale of trucks and Secretary of company. 
Auditing of wor ya financial efficiency of service the stimulation of sales. Directs sales at service station 
Collections an — s. f de. station. Directs entire station Handles all correspondence , on oils, accessories, etc. 
Supervision of employes of de thru department heads. Ana- bearing on truck matters. Building maintenance. 
partment. lyzes system and routine in Assists truck salesmen closing Directs all purchases. 
shop and office. O. K.’s pay sales. ; 
rates for all service station In charge of sales in absence of 7 
employes. Determines and president and vice-president. : 
passes on all policy allowance 
to owners. Submits monthly r 
= statement to management. Su- Mer . Accessory 
pervises repair business to ° ° e 
Bookkeeper prevent slack periods. Super- Specification In Pe. > ell 
, vises minimum and maximum Clerk aml de a lt 
Accounts receivable. stock quantities. O. K.’s all Ditton wank athe itis aaa saat 
( —_—— yen _ estimates and invoices to own- ~ anager and truck lie: aaa greases , 
Kt I~ A salesmen, reports Makes sales thre per 
mea _ keep all truck rec- sonal and written ef- 
y- ords; names of own- fort. Keeps charge 
ers, truck numbers; of stock. 
Cc 1 date of delivery, etc. 
o Truck correspondence, ees 
Cashier Telephone pet Stag npc 
samc ledger. Operator 
Checking of classifica- ve ‘nc oper _ : . 
tions. enerat office work as ’ ~ ~ 
General clerical .wark. found convenient. 
Truck Salesman Mi 
Sell new trucks. gr. Ins. Dept. 
Call on truck owners. Handles all kinds of in 
Sell used trucks taken surance, motor cars, 
in trade, trucks, home, life, etc. 
Makes adjustments on all 
T | losses. 
i 4 7 | “— 
Pass. Salesmen Asst. Secretary Pass. Spec. Clk. Spec. Represen- 
New car salesmen sell — a Making of new -and used tative 
new cars. of out-of-town inquir- .  €ar contracts; new car ; 
Used car salesmen sell ers. Plans advertising specifications. Trauns- “— ok = yp ali . 
used cars. and writes copy under mission of them: to fac ry 


upon prospects for 
Pierce cars. 

Sells new cars and makes 
appraisal shects on 
used cars offered in 


trade. 
Cultivates and spreads 
good will. 











vises drivers, demon- 
strators, porter and fire- 


























man. 
-—— 
Lal —_— A . - y — ow : —_— é 
Drivers Porter and Fireman 1 
Demonstrate new and Attends to cleaning of 
used cars as directed. salesroom, garage, 


offices and general odd 





jo 

Sakes care of furnace 
boiler room ond affili- 
ated duties. 











This is the organization chart of Henry Paulman, Chicago, Pierce-Arrow distributor, 
showing grouping of departments and sub-departments 
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that man and save both himself and the 
company time and trouble. 

Cards are now being issued by the 
Paulman company giving the entire 
organization chart with the names of the 
individuals in charge of each department 
printed in their respective places. Cus- 
tomers are kept informed of changes in 
the personnel of the organization, and 
in addition to the saving of time and 
trouble, the cards are shown to have 


established an invaluable personal re 
tionship between the company and 
customers. ' | 
MANAGEMENT In the case of the service departme:: 
which was more likely to have freque: 
- dealings with the customer than an 
other, a separate chart was made, sho’ 
ing just how the work was detailed und: 
the service manager. This chart was 
sued only to employees but probably v 
go also to customers in the near futu” 

















SERVICE MANAGER 
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~-- SERVICE SHOP 
DEPARTMENT FOREMAN 


Sean 


SERVICE : 
































STOCK 
DEPARTMENT 
REPAIR PARTS 
PURCHASING 











SERVICE OFFICE 
RECORDE 
CORRESPONDENCE 
























































Here is a chart suggested for small service organization 





MANAGEMENT 


SERVICE MANAGER 
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SERVICE SHOP STOCK 
SUPERINTENDENT SUPERINTENDENT MANAGER VERVE, OFFICE 
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MECHANICS 

















MECHANICS 


A more detailed organization chart suggested for the service station 


Charts Divide Work and Place Responsibility 


-— 


VERY organization, however small, 

should know how it is subdivided 
and what the duties of these subdivisions 
are. This is for the purpose of graphically 
portraying the structure of an organiza- 
tion. Responsibility is placed definitely. 
We have frequently seen concerns which 
were at sea as to who should do this 
and who should do that. This is caused 
by the lack of co-ordinating individual 
effort. 

Service stations may be classed as 
small, medium and large. In the struc- 
ture of the small and medium organiza- 
tions there is little difference except in 
the personnel, the medium station having 
a few more employees than the small 
one. . 

The size of the organization depends 
upon the number of cars serviced per 
day. As the volume of business grows 


the organization becomes more complex, ~ 


hence it is necessary that the duties of 
each department and individual in that 
department be clearly defined. 
Experience shows that, in an average, 
two mechanics can service about three 
cars per day. Hence an organization 
handling 30 cars per day would need 
about 20 mechanics to handle its busi- 
ness. 


hicle, the equipment with which the men 
have to work and the conditions under 
which they are working. The propor- 
tional will increase in smaller shops 
and decrease in larger shops, as the 
larger shop usually has better methods 
of handling its business-and hence does 
its repair jobs in a slightly more effi- 
cient manner. 

The upper chart shows an organiza- 


_tion such as will be found in small and 


This value: does not always. hold. 
true as it depends to some extent upon 
the mechanical construction of the ve- 


‘tion. 


medium service stations. The structure 
of this chart is the fundamental basis as 
it can be expanded into the larger or 
ganization shown below by simply in 


creasing each department to take care 


of the load. 


The service salesman and the inspecto: 
play an important part in the organiza: 
‘All ‘mechanical detail work in 
connection with accepting a car is don’ 
by the inspector, which leaves the sales: 
man free to deal with the customer. 


Control of the entire organization is 
vested in the service manager, whose 
superintendents and foremen do the ac- 
tual supervising of the men and the 
work.. The amount of supervision must 
increase as the volume of work increases, 
hence the shop responsibility is divided 
up among several foremen, each being 4 
specialist in his own branch of the work. 








